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Lake, Waterfall In Midtown Toronto. See Page 8 
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HOMES FOR INDUSTRY ACROSS CANADA 


Quality premises, architecturally de- LE ASE Over 90% of our business is conducted 


signed, engineered and speedily erected 


for clients. 


or 
Write for our illustrated brochure: SALE 


TORONTO 


through the good services of the 


nation’s real estate brokers. 


INDUSTRIAL LEASEHOLDS 


AN AFFILIATE OF WEBB & KNAPP (CANADA) LTD. 


(1957) LTD. 


Head Office Toronto, 12 Sheppard St. * 1018 The Burrard Bidg., 1030 West Georgia St., Vancouver, B.C. 


CAREB 
STATIONERY SERVICE 


Stocks of the undermentioned pamphlets, cuts, 
etc., are kept at the CAREB office for the conveni- 
ence of realtor members of the association. For 


example, the pamphlets on home-buying and selling 
can be distributed to prospects: they have room on 
the back for your name and address. 


Use of the CAREB cut on your letterhead will let 
people know that you're a CAREB member, as wiil 
use of the CAREB decal on your window or car. 


PAMPHLETS 
Helpful Hints for Home Buyers 
Helpful Hints for Home Sellers 


Helpful Hints on Using the 
Co-Operative Listing Service 


$2.00 per hundred 
$2.00 per hundred 


$3.00 per hundred 


Construction Pointers : 10c. each 


CUTS, DECALS, PINS 

CAREB Realtor cuts for Letterheads $3.50 each 
CAREB Realtor window decals size 8" x 6" 50c. each 
CAREB Realtor lapel pins . $1.50 each 


Space For A “Sold” Sign 


Thousands of spaces just like the one above are 
quickly filled by Realtors who concentrate more 
real estate advertising in the Daily Star than in 


both other Toronto newspapers combined. 


Increase your use of “SOLD” signs with results 


from Canada’s largest newspaper. 


TORONTO DAILY STAR 
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* “It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim for 
* it the respect it deserves.” — Charles Dickens. 
* 
i SHADES OF HORACE GREELEY! 
Every man, even hard-headed visionaries, have had lapses 
into the wonderful land of Day dreams. Remember your 
* school days? Remember when you were transported into 


exciting adventures with “Jack sails to the South Seas” or 

“Jack explores the Amazon”? These books, and many more, 

were exchanged avidly for those of your chum’s. Those were 
* the days when you could sit under a shady elm, and dream, 

Walter Mitty dreams. You conquered numerous hosts .. . 

you opened up vast tracts of land and, became a virtual 
x patriarch. 


Stuff, is what dreams are made of. It is the man who puts 
his imagination to work that succeeds in this world. 


In Edmonton September 17th, the National Northern 
Development Conference will take place. The theme: “The 
last Frontier of North America”. Its purpose, to focus atten- 
x tion on the potential development of Canada’s north. A vast, 
and wealthy territory, wide open for all who would venture. 


If the Right Honourable John Diefenbaker decides to run a 

railroad ($65,000,000) from Grimshaw Alberta up thru’ the 

North West Territories to Pine Point on the South Shore of 

Great Slave Lake, it will open up unlimitless tracts of fine 

flatlands, suitable for cultivation. It is estimated that within 

* twenty years ,at least three towns of 2,000 population would 
spring into being. 


Before towns can be built, land must be developed. 


*« 
LOOK NORTH, YOUNG REALTOR . .. LOOK NORTH! 
* 

* * * * ¥ * * * * ¥ * 
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So you want to go into business for yourself? 


By Don Koyl, F.R.I. 


Mr. Koyl is vice-president of the Canadian Association of Real Estate Boards, and 
heads the Saskatoon real estate firm of Koyl Agencies Ltd. This article 
presents excerpts from the address made by Mr. Koyl last winter 
to the Hamilton Real Estate Board's one-day sales conference. 


Alert to Conditions 
You have to be alert to changing 
conditions. For instance, trade-ins 
are an accepted practice today. If 
you don’t know how to handle a trade, 
you just aren’t ready for active real 
estate management. 


Trade-In Illustration 

One company, of which I am aware, 
trained their staff in listing methods 
(listing at saleable prices). Secondly, 
they set up a lightly capitalized com- 
pany to buy and sell property in its 
own account. Contracts were then 
made up and they were ready for 
business. 

Hypothetical Practice 

A salesman comes in with a deal 
that depends on the sale of the pur- 
chaser’s own home. If the sales- 
manager thinks the home is priced to 
sell, a contract is drawn between the 
lister and X company who agree to 
purchase the home at 80% listed 
price, at expiration of listing, usually 
90 days. 

The purchaser of your listing is no 
longer risking his deposit because 
your X company has agreed to take 
his old home off his hands, and, the 
closing dates are identical. The X 
company receives no commission on 
its purchase, as the 80% is net. The 
trade-in company however, pays the 
salesman who makes the re-sale. 

Each salesman is only allowed one 
deal of this kind at a time. 

Experience has shown about 10% 
of deals involve the trade in company, 
and it has averaged in excess of 90% 
of listed price in sales. It pays full 
commissions to office concerned. 


We will buy, as 
principals, well located 


income producing real estate. 
Agents’ commissions protected. 





DON KOYL, F.R.I. 


As this firm is, you should be well 
versed in changing trends. Read trade 
journals, the Financial Post and other 
educational literature. You have to 
keep up to date. 


Professional Attitude 

6 Real Estate is a personal service 

business, thus, a 
attitude towards your customer is 
essential. An editorial in the June 
National R.E. & Building Journal dis- 
cusses the ever changing growth of 
business. It 


professional 


other 
things, “.. . the trend towards bigness 
in real estate continues just as it has 


quotes amongst 


in every other professional service 
field”. 

Both the small, as well as the large 
office, has to face up to this trend. 
The office which does not give per- 
sonal service will fair poorly. 


There is always room for a small 
real estate business, if you offer your 
clients effective service. Most of you 
are aware of what has happened to 
some offices that became top-heavy 
with bureaucratic and inadequate con- 
trols, resulting in poor sales super- 
vision. 

Big branch offices, part of a de- 
centralization move, are particularly 
vulnerable. Every salesman added to 
the sales force, can become, potenti- 
ally, a destroyer of a firm’s repu- 
tation. 


Importance of Client 


The importance of professional 

attitude towards your client can- 
not be over-emphasized. Establish 
Esprit de corps amongst your staff. 
Sell your staff on selling you! 

Spend some money on pioneering or 
institutional advertising. Make your 
public aware of integrity, policies and 
experience. It is one way of bucking 
strong competition. You get a large 
fee for selling a property. Handle the 
deal with care. You are probably deal- 
ing with someone’s life savings. Ab- 
sorb the laws of your province. 
Acquaint yourself with the approved 
method of handling all monies. Arm 
yourself with adequate means to 
handle your client’s affairs properly. 
A professional attitude is a must. 


Public Life 


A successful company always 

maintains good standing in the 
local, Provincial and Canadian Real 
Estate Boards, and affiliates. The 
majority also belong to International 


Tankoos Yarmon Ltd. 


320 Bay Street «+ 





Toronto -« 


Realty Investments 


EMpire 3-5086 


Boards. You cannot succeed without 
these associations in your business. 


Look around you at other average 
real estate salesmen. He’s the worst 
of the best, and best of the worst. 
He’s friendly, and makes a living of 
sorts. His failure to go places can 
almost always be blamed on lack of 
the proper medium and tools of his 
trade. The few dollars invested in 
membership to the various boards is 
far out-weighed by the gain experi- 
enced by joining. 


The public has come to respect the 
Real Estate Board member in Canada 
in the past 15 years. It is up to us to 
deepen this respect. The conduct of 
ourselves and those under us, is of 
prime concern, in good public rela- 
tions. 


Define Office Policy 


If you lay down a definite office 

policy, gradually a corporate pic- 
ture will emerge. This honest ap- 
proach will favourably effect your 
staff and those that do business with 
you. 


Salesmen should be directed. They 
should know, that loose office disci- 
pline is not to be tolerated. They will 
respect you more if this is adhered to. 
A salesman dislikes keeping books, 
except perhaps, his own listing book, 
which is his bread and butter. A 
broker must show the staff the bene- 
fits and responsibility of keeping true 
and accurate records. 


The broker must arrange floor 
duties, distribution of telephone calls, 
duty nights and other procedures. 


You must state firmly your policy 
on turn-downs, listing requirements, 
and, incentive plans. Assignments of 
prospects is an important phase of 
office management. Make sure that all 
listings are given fair distribution, 
otherwise you will have poor harmony 
in the office. 


Buying-Selling 


Proper definition of buying-selling 
by your staff should be made. Here is 
an example of buying-selling policy. 
A Broker I know of, permits a sales- 
man to buy property providing: 1) 
The seller is fully informed. 2) The 
first deal in any year is bought 
through the office at net cost, all sub- 
sequent deals at full commission. 3) 
The resale must be through the office 
at full commission. 4) The right is 
reserved to refuse permission for the 
deal, if in the broker’s opinion, it is 
not for the client’s benefit. 5) Infrac- 
tions bring dismissal. 
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Education 


10 Give your staff every oppor- 
tunity to develop his/her know- 
ledge. Don’t let them sink or swim. 
A broker should, within the limit of 
his expense ratio assist the salesman 
to take courses including the C.I.R. 
Correspondence course conducted by 
the University of Toronto. I know of 
several offices across Canada that re- 
bate the salesman the full $300 cost 
of the C.I.R. course upon successful 
graduation providing the man keeps 
up to his quota. 


Promotion 


11 Every one can’t be a sales man- 

ager. Some men lack the ability 
to pass along ideas to members of 
the staff. Subject to this lack or other 
allied qualifications however, I do feel 
that men should be recognized for 
good efforts. If you can create an 
opening into executive ranks, do so, 
by all means. You gain loyalty and 
increased efforts. If you yourself are 
working for promotion, I would advise 
the constant reading and comprehen- 
sive study of all real estate matter. 


Hard Work 


1 Now that you’ve decided to go 

into business for yourself, you 
will find that the key to success, is 
hard work, with intelligent applica- 
tion. You will have to become a real 
estate man 24 hours a day. If you 
have leisure moments, you must ana- 
lyze your operations. 


Your public relations will deter- 
mine your success also. Remember, 
the first house you sell, may resell five 
times in the next quarter century. 
Keep your customers, they are good 
investments for the future. 


I would recommend the following 
books: Real Estate Selling Aids by 
Rowden King; Questions and Answers 
on Real Estate by Semenow; Real 
Estate Office Book-keeping by Hefti; 
Successful Publicity and Public Re- 
lations in Real Estate by Stark. All 
these books are published by Prentice- 
Hall and can be obtained on request 
at your local Book Store or C.A.R.E.B. 
There are many other good educa- 
tional books on hand at C.A.R.E.B. 
Head Office, 109 Merton Street, 
Toronto. See page 21. 


In closing, if you feel that you are 
ready for business, start laying con- 
crete plans today. It may seem diffi- 
cult and, a bit frightening, but go to 
it... there’s always room at the top! 
GOOD LUCK! 


IN IT COMES 
OUT IT GOES - 


Where does the real estate broker’s 
income come from and where does it 
go? It’s a problem worrying all 
brokers, and one they often compare 
notes on. Delving more deeply into 
the subject, Minnesota realtors con- 
ducted a survey to find out income 
and expense percentages in average 
real estate offices. 

They found that income came in this 
way: 

Real estate commissions 96.57% 

Insurance 1. 6% 

Mortgage Fees 63% 

Gross profit on Investment 


realty 1.79% 


Appraisals and Rent 1.10% 
Expenditures went out thus: 
Commissions 51.10% 
Salaries, officers and 

managers 9.17% 
Salaries, general 5.67% 
Advertising 12. 5% 
Miscellaneous 11.51% 
Total expenses ............... 88.49% 

Income before taxes 11.51% 


Income taxes 2.15% 

Net Income 6. 1% 

Perhaps a similar survey could be 
made here, for the guidance of Cana- 
dian realtors. 


ANY WAY YOU LOOK 
AT IT... 


The Journal's Classified Section 
reaches the heart of the market 


Sell the BIG ALBERTA MARKET... . through 
the Edmonton Journal CLASSIFIED 
SECTION. The constantly growing 

volume of British Columbia and 
Saskatchewan advertisers reflects the 
real power of Journal Want Ads 
in selling business and commer- 
cial property in Western 
Canada. Advertise where 
Alberta investors look... 
the Classified Section 
of he Journal. 


THE EDMONTON 
JOURNAL 


One of the eight Southam Newspapers 











they join 


the educated 


1958 is a memorable one for it marks the successful entry into specialized 
real estate of the first graduates of the Canadian Institute of Realtors 
Course. Forty Five Students have passed their examinations and can now 
apply for membership in the C.I.R. Thirty-Three students are entering 
their third year, and fifty three their second year. First year entries are 
pouring in from all across Canada. It is obvious, from the heartening 
response we have received so far, that within a few years, students in all 
three years will number in the hundreds. 


EXAMINATION 
RESULTS 


As issued by the Extension Department 
of the University of Toronto. 


(names appear in alphabetical order) 


FIRST YEAR 


Honours 75 - 100 


BRENNAN, P. J., Pembroke, Ont. 

CARSON, J. C., Calgary, Alta. 

HINDS, E. M., Calgary, Alta. 

HOLDOM, J. E. D., Burnaby, B.C. 

HOLLOWAY, R. J., W. Vancouver, 
B.C. 

MULLIN, D. F., Toronto 

PHILP, K., Toronto 

POTECHIN, L., Ottawa 

SPEAK, W. P., Woodstock, Ont. 


Pass 50-75 
(Subjects in brackets, to be re-written) 


ANDREWS, G. E., Dorval, P.Q. (Acctng) 

BANNER, B. L., Cartierville, P.Q. 

BLACHER, B., Ottawa (Econ.) 

BOTTOMLEY, J., Mt. Royal, P.Q. 

COTE, C. Jr., Calgary, Alta. (Acctng, 
Econ.) 

CREVIER, R. R., Verdun, P.Q. 
(Econ., Acctng.) 

CRNICH, W., Winnipeg 

DENVER, E. A., Vancouver (Acctng., 
Econ.) 

EATON, J. M., Ancaster, Ont. (Acctng.) 

EVANS, F. P., Calgary (Acctng.) 

FERGUSON, K. G., Woodstock, Ont. 
(Econ.) 

FORD, J. H., Victoria 

GADOURY, L., Welland, Ont. (Acctng.) 

GIBSON, M., Calgary 

GOMERY, H. H., Kingston (Acctng., 
Econ.) 

GOODY, C. H., Montreal (Econ.) 

HARVEY, L. G., Greenwood, N.S. 

JONES, L. R., Saskatoon (Acctng., Econ.) 

KELLY, J. E., Toronto (Econ.) 

LARKIN, G., Vancouver (Econ.) 

LAW, J. D., Victoria 

LEWIS, J. F., Scarboro, Ont. (Econ.) 

McKIBBON, W., Hamilton (Acctng., 
Econ.) 

MADDEN, C. E., Rexdale, Ont. (Econ.) 

MIHOREAN, P. F., Markham, Ont. 
(Acctng.) 

MOONEY, E., Montreal (Acctng., Econ.) 

MOSES, J. S., Toronto (Acctng., Econ.) 

O'CONNELL, G. E., Montreal 


6 





PRESIDENT OF 
CLR. COMMENTS 


On behalf of the Canadian Institute of 
Realtors | offer my sincere congratulations 
to all those who have successfully completed 


their C.I.R. studies. 


| feel sure that every one of these students 
will find a good, solid niche in future Cana- 
dian real estate. 


Although the course is just entering the 
fourth year since its inception, nevertheless, 
much favourable comment has been noted. 





P. J. HARVEY 


We have talked to both the students and 
those with whom they are associated. From 
these people we are assured, that the 
knowledge gained from the prescribed 
studies, will be effective in the years to 
come. 
We Realtors, in Canada, welcome you 
with open arms! 
F. Jon arvey 
President Canadian 
Institute of Realtors 





ORR, J. N., Rosemere, P.Q. 

PONTRIAND, R. T., Mt. Royal, P.Q., 
(Econ.) 

POULIN, |. E., Nelson, B.C. 

RODGERS, A. G., London (Acctng., 
Econ.) 

SENEZ, T. B., Montreal (Acctng.) 

SHEA, T. N., Markham, Ont. (Econ.) 

SPENCELEY, G. D., Hamilton (Acctng.) 

SPOONER, W. G., Timmins, Ont. 
(Acctng.) 

STACEY, O. W., New Westminster, B.C., 
(Econ.) 

THRIFT, H. E., Richmond, B.C. (Acctng.) 

TULLY, J. S., Willowdale, Ont. 

VILLENEAUVE, J. J., Prescott, Ont. 
(Acctng.) 

VOLPE, P. J., Port Credit, Ont. 

WONG, L. T., Calgary (Acctng., Econ.) 

ZAITZ, J., Sudbury, Ont. (Acctng. Econ.) 

ZINDER, T. F., Toronto (Acctng.) 


HIGHEST MARKS IN EACH 
INDIVIDUAL SUBJECT 
WRITTEN 


BROKERAGE: Shea, T. N., Markham, 
Ont. 

APPRAISAL: Holdom, J. E. D., Burnaby, 
B.C. 

LAW: Goody, C. H., Montreal — tie with 
Evans, F. P., Calgary 

ACCOUNTING: Pontriand, R. T., Mt. 
Royal, P.Q. 

ECONOMICS: Philp, K., Toronto 

MORTGAGES: Spooner, W. G., Timmins, 
Ont. 


SECOND YEAR 


Honours 75 - 100 


HAMBLEN, F. W., Winnipeg 
KORSCH, L. S., Vancouver 
KORSCH, S., Vancouver 
McLAREN, S. L., Cornwall 
WEBB, G. S., Toronto 


Pass 50-75 


BARLOW, J. D., Vancouver (Econ.) 

BISCOE, R. F., Victoria 

BOLAHOOD, L. A., Oshawa (Acctng.) 

BOULTBEE, J. L., West Vancouver 

BOYLE, T. J., Vancouver 

BRADFORD, G. A. V., Toronto (Econ.) 

BRODIE, J., S. Burnaby, B.C. 

CHASE, W. R., Willowdale, Ont. 

CRAIG, S. A., Toronto 

DAVISON, T. R., Toronto (Econ.) 

ELLIOT, J. A., Marwayne, Alta. 

LANG, T. J., Westview, B.C. 

LIGHTHEART, C. V., Vancouver (Econ.) 

McCLINTOCK, T., Vancouver (Acctng.) 

McLEOD, N. W., Ville Lemoyne, P.Q. 
(Acctng., Econ.) 

MAHON, A. K., Winnipeg 

MEARS, J. L. P., Victoria 

MEYER, F. H., Fort William, Ont. 
(Acctng.) 

O’CONNOR, V. W., Lindsay, Ont 

PAQUET, H., Quebec City 

RHODES, E. N., Ottawa 

ROGERS, E. R., Sault St. Marie 

ROXBURGH, J., Vancouver 

SHOWELL, B., Toronto 

THOMPSON, M. A., Saskatoon 

TURNER, P. A., Saskatoon 

VEZINA, J., Quebec 

WILSON, R. G., Calgary 


HIGHEST MARKS IN EACH 


INDIVIDUAL SUBJECT TO PS N T H E| R C LAS S 


WRITTEN 


WEBB, G. S., Toronto, took highest 
marks in four subjects: BROKER- 
AGE, APPRAISAL, ACCOUNTING, 
ECONOMICS. 

LAW: Hamblen, F. W., Winnipeg 

MORTGAGES: Mahon, A. K., Winnipeg 


FIRST YEAR 


Ralph G. Holloway 
A native of British Columbia, mentioned in 
despatches during World War II. Manager Rea 
Estate and Mortgage Branch Royal Trust, Van- 























THIRD YEAR 
Honours 75-100 


ANDERTON, L. W., Kootenay, B.C. 
BAILY, D. C., Westmount, P.Q. 
BIRO, G., Toronto 

FRASER, J., Billings Bridge 
HAWKINS, J., W. Vancouver 
LEANEY, D. P., Winnipeg 
LOFTUS, 8. B., Toronto 
McLEAN, D. J., Ottawa 
NEWMAN, A. H., Ottawa 
PARRETT, A. R., Toronto 
RAVEN, K. S., Kingston, Ont 
TATE, B. M., Westmount, P.Q 
WHYNACHT, C. F., Halifax 
WINTERHALT, J., Dorval, P.Q. 


Pass 50-75 


ANDREWS, D. C., Saskatoon 
ARMSTRONG, S., Montreal (ins.) 
BAXTER, R. G., St. Lambert, P.Q 
BOLAND, G. L., Toronto (ins.) 
CARUTHERS, G. B., Mimico, Ont 
DOWLING, T. N., Hamilton 

DUSSAULT, J. E., Hull, P.g 

ELLIOTT, G. T., Ottawa (ins.) 

FLATT, C. M., Hamilton (ins.) 

FREND, W. R., Winnipeg 

GIBBONS, E. B., S. Burnaby, B.C 
HARDY, S. E., Lindsay, Ont. (T’n plan.) 
HENDRIE, H. S., Burlington, Ont. 
JOSEPH, H., Westmount, P.Q 

KARP, B., Ottawa 

KENT, H. S., Calgary (ins.) 
KIMBERLEY, A. S., Beamsville, Ont. 
KIRK, L. E., Victoria, B.C. 

KUBIS, J., Kingsville, Ont. (econ.) 
McQUEEN, W. C., N. Vancouver 
MERCER, J. S., Oakville, Ont. 
MITCHELL, E. A., Brampton, Ont. (ins.) 
REUTTER, C. F., Montreal 

SAYKO, P. Edmonton 

SERGAUTIS, B., Toronto (econ.-ins.) 
SMITH, L. L., Peterborough, Ont. (econ.-T’n plan.) 
SPENCELEY, H., Hamilton 

THRASHER, I. W., Riverside, Ont. (aetng.-ins.) 
TREIT, G. 0., Vancouver 

WHITE, G. D. D., Montreal 

ZUPO, L. J., North Bay, Ont 


couver Branch, which he joined in 1938. Is a 
member of Vancouver Real Estate Board and 


also Appraisal Institute of Canada. 





SECOND YEAR 


Garth S. Webb 


Born, raised and "schooled" in Calgary, Allta., 
graduated B.Comm., Queens, in 1947. Lieutenant 
R.C.A. 14th Field Reg., World War Il. Now 
with Jack Key Ltd., commercial and industrial 
division, Toronto. Director salesmens’ division 
Toronto Real Estate Board. Took top honours 
first year C.I.R. Course, 1957 





THIRD YEAR 
Miss D. J. McLean 


Miss McLean is the only lady director of the 
Ottawa Real Estate Board. She was born in St. 
Thomas and graduated B.A. from the University 
of Western Ontario. A member of the Appraisal 





Institute of Canada, she has operated her own 
real estate office in Ottawa since 1951 and has 
a sales staff of four. 

Miss McLean also took top honours in first 


and second year studies. 


(Continued on page 20) 


Four Scholarships Awarded 


Mr. Philp and Mr. Holdom each have been awarded tuition for 
their second year studies. Four scholarships in all, are offered to all 
first and second year students. Mr. Holloway and Mr. Webb, who 
took top honours in their respective years have also been awarded 





scholarships. 
KENNETH PHILP: salesman for Gibson Bros. Toronto. Prior to his JAMES HOLDOM: Assistant Manager Flack Investments Ltd., North 
two years with above firm, he spent 14 years engaged in industrial Burnaby, B.C. Actively engaged in community affairs, including 
engineering. He is also taking the M.A.I. course. Alumni member Jay Cees. 
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lake ... waterfall . 


Artist drawing of the Brent- 
wood Apartments in mid-town 
Toronto — west of Yonge St. 


and South of Davisville. 


How would you like to advertise 
apartments with a view of a waterfall 
and lake? 


It proves the old adage: “If you 
give them something different, they’ll 
buy every time.” Reubin R. Dennis, a 
well-known Toronto Apartment Buil- 
der, is practitioner of this code. He 
is offering a rural, sylvan setting in 
mid-town Toronto. 


His mammoth $15,000,000 Brent- 
wood Towers project of five buildings, 
containing 1,000 suites is half-way 
finished, and first units will be occu- 
pied by this fall. The remaining units 
will be ready by 1960. 


The development is reputed to be 
the largest project of its kind in the 
British Commonwealth. It is situated 
on five acres of land with a 21.6% 
building area. 


Apartments are: bachelor, 1 and 2- 
bedroom, ranging from $90 to $200. 

The Architect, Mr. Harry B. Kohl, 
has placed each unit in such a manner 
that, most apartments will have a 
view, either of the city, or the beau- 
tiful courtyards. 


You Got to Pay 
The Higher You Go! 


Ground floor apartments are lower 
priced than those higher. As an ex- 
ample: 1-bedroom apartment with 
balcony starts at $120. The 17th floor 
apartment of the same size rents for 
$150. As the grade level is 100 feet 
higher than lower Toronto, the ground 
floor apartments are equivalent to a 
12th floor height downtown. 


From the top floor you can see all 
of Toronto, part of Lake Ontario and, 
the city of Hamilton, on a good clear 
day. Hamilton is 40 miles distant. 





Sylvan Setting 


The court shown in the foreground 
features a 300’ x 500’ lake, fed by a 
miniature waterfall. The observation 
platforms shown in lake conceal steps 
leading from the underground park- 
ing area. 

This parking area will hold 450 
cars. The courtyard facing other 
three units will eventually conceal a 
car park for over 500 cars. There 
will be total underground parking for 
1,025 cars. There is also a guest park- 
ing area above ground and just south 
of the units. 

All five units will be serviced by two 
or more high speed express elevators. 


Of Technical Interest 

Mr. Len Hanks, building superin- 
tendent said: “The structure is rein- 
forced flat-slab concrete with no tra- 
verse beams. Each building is glassed 
end-to-end, with breaks only occurring 
at main support beams. This gives,” 
he said, “additional light in all apart- 
ments.” 

Mr. Hanks pointed out another 
unique feature. He said “we’ve adop- 
ted a very rare practice of mixing our 
concrete right on the premises. It is 
4,000 pound test which adds safety 
to the structures.” 

All five buildings are heated by 
high-pressure hot water, heavy oil- 
fired. 





FEDERAL GOV. 
SHOWS CUNNING 


The Prime Minister has warned 
speculators that there will be no large 
profits from land sales in the Green 
Belt of Ottawa Valley, (37,500 acres 
owned by 500-600 people). 

Apparently the Federal District 
Commission has purchased isolated 
lots on a free-negotiated basis, and 
this will provide a pattern of prices 
when the government commences 
wholesale buying of this land adjacent 
to Ottawa. 

The practice could become universal 
in the future with the Federal and 
Provincial Government buying incog- 
nito. This common sense method of 
appropriation will save taxpayers 
countless thousands of dollars. 


TIME'S 
FLYING 


REGISTER NOW 


FOR MONTREAL 
CAREB CONVENTION 


+ LEGAL 


The following is quoted verbatim: 


NOTES + 


COURT OF APPEAL 
3rd March 1958 
DALLADAS V. TENNIKAT 


Vendor and purchaser 





Sale of real property — agreement con- 


taining clause ‘that offer subject to heating system being in working 
order — No provision in conveyance as to quality of heating system 


—Caveat emptor. 


Appeal by the defendant from the judgement of a County Court Judge. 


The appeal was heard by Laidlaw, Gib- 
son and Schroeder JJ.A. 

W. J. Luchak, for the defendant. 

F. C. Brown, for the plaintiff. 

The judgment of the court was delivered 
by 

Schroder J. A. (orally):—This is an 
appeal from a judgment of His Honour 
Judge Brickenden, in the County Court of 
the County of Wentworth, pronounced on 
the 20th June 1957, whereby it was ad- 
judged that the plaintiff do recover from 
the defendant the sum of $770. 

The action arises out of a contract for 
the sale of real estate made between the 
plaintiff, as purchaser, and the defendant, 
as vendor bearing date the 21st July 1956. 

The plaintiff, wishing to be assured that 
the heating equipment of the house in ques- 
tion, which was an old building, would 
function satisfactorily, discussed the question 
with the agent. The latter professed to 
know nothing about the condition of the 
heating plant and he suggested that the 
agreement should contain the following pro- 
vision which was included therein: — 

This offer is subject to the heating system 
being in working order. 

The transaction was closed on or about 
the Ist September 1956, when the plaintiff 
was given a deed of the property and paid 
the balance of the purchase price. After 
he entered into possession of the property, 
he discovered that the heating system was 
not in working order; that it leaked badly 
and was so utterly inadequate as to be use- 
less and that there was a large hole in the 
boiler. He found it necessary, therefore, to 
have the furnace replaced by a_recondi- 
tioned unit and other necessary installations 
made at a cost to him of $770. He ex- 
plained that he did not inspect the heating 
system before he took possession of the 
property because, the transaction having 
been negotiated in the summer months, the 
time was not opportune for testing the sys- 
tem, and, further, that there was no proper 
lighting provision in the basement to enable 
him to make a proper inspection, even if he 
had desired to do so. 

Counsel for the plaintiff seeks to treat 
the clause in question, which I have quoted, 
as a warranty and claims that he is entitled 
to damages as for a breach of warranty. 
The problem, is not as simple as that be- 
cause the contract has been executed and 
the rights of the parties are now those 
which flow from the terms of the final con- 
veyance which has been executed and de- 
livered. This document contains no coven- 
ant or provision as to the quality or condi- 
tion of the heating apparatus. In Redican 
v. Nesbitt, (1924) S.C.R. 135, (1924), 1 
D.L.R. 536, (1924) 1 W.W.R. 305, Duff 
J. (as he then was, afterwards Chief Justice 
of Canada) referred at p. 144 to a passage 
from Sugden on Vendors and Purchasers, 
14th ed., vol. 2, p. 193, which reads as 
follows: — 
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‘If the conveyance has been actually exe- 
cuted by all the necessary parties and the 
purchaser is evicted by a title to which the 
covenants do not extend, he cannot recover 
the purchase money either at law or in 
equity.’ 

The learned Jurist continued : — 

The principle appears to be that, save in 
exceptional cases to which reference will be 
made, the maxim caveat emptor applies, 
and that the purchaser, if he wishes to 
protect himself in respect of the absence of 
title or defect in the title or in the quantity 
or quality of the estate, must do so by cov- 
enants in the conveyance. (The italics are 
mine ) 

At page 146:— 

Once the conveyance is settled and the 
estate has passed, it seems a reasonable ap- 
plication of the rule to hold that as to 
warranty or contractual condition resort 
must be had to the deed unless there has 
been a stipulation at an earlier stage which 
was not to be superseded by the deed, as in 
the case of a contract for compensation. 
At page 147:— 

All this applies, I think, to a case like the 

present where the representation relates to 
the physical state of the property as well as 
to the case where the subject of the repre- 
sentation is the existence or non-existence 
of some encumbrance or legal burden, such 
as a right-of-way. 
Here there has been no error in substantiali- 
bus, and the clause in question does not 
embrace a fraudulent misrepresentation. 
The rights of the parties under a contract 
for the sale of real property where an inno- 
cent misrepresentation was made as to the 
physical state of the property conveyed was 
dealt with recently by this Court in Shortt 
v. MacLennan and MacLennan, (1957) 
O.W.N. 1, 6 D.L.R. (2d) 431. It is well 
settled that if a purchaser of real estate who 
has not made an inspection of the property 
purchased wishes to protect himself against 
any inadequacy in the property, he should 
not complete the transaction without having 
the desired warranties and conditions set 
forth in the formal conveyance. Unless the 
vendor has made a fraudulent misrepre- 
sentation or one which gives rise to error 
in substantialibus, resort must be had to the 
deed and he has no relief against the vendor 
apart from any warranties or conditions 
therein set forth. Admittedly, no such pro- 
vision has been included in the deed in 
question. The plaintiff’s claim is, therefore, 
not entitled to prevail. It follows that the 
appeal must be allowed with costs and the 
action dismissed with costs. 


Appeal allowed. 


Salesman Violates 
Ont. Broker's Act 


A real estate salesman was recently 
fined $300 plus $68 costs or three 
months after he pleaded guilty of con- 
ducting a property sale without a 
Broker’s licence. 

The accused, along with a partner, 
who had since left for Vancouver, sold 
a house to a couple, and, took a de- 
posit of $500, part of which was their 
commission. 

The salesman, although employed 
with a suburban Broker, negotiated 
the property without the Broker’s 
knowledge. 

The defence lawyer claimed that, 
although the accused was technically 
guilty, nevertheless, as no party had 
suffered financial losses, the court 
should be lenient. 

“T concede that there was another 
person involved and presumably he 
shared in the profits, but I will differ 
with my friend’s statement that no 
parties suffered any losses,” replied 
Crown Attorney Peter McWilliams. 
“The Brokers did not receive the por- 
tion to which they were entitled. Also, 
the regulations have a very definite 
purpose. If salesmen are going to 
trade as brokers, it is not just a 
minor offence.” 

“A profit has been made here. If 
you give a minor fine, it will be just 
like a license to go out and do it again 
— some people might find it profitable 
to pay the fine and practise this sort 
of thing. The public must be care- 
fully protected.” 


Supreme Court Upholds 
Appeal On Land Sale 


A Court of Canada has ruled that 
Franklin Irvine Mason of Agincourt 
must go through with the sale of 58 
acres of land in Scarboro Township 
at the southeast corner of Sheppard 
Ave. E. and McCowan Rd. 


Mr. Mason signed a sales agree- 
ment with Louis Freedman for 
$136,000. Mr. Freedman paid $5,000 
cash and turned the land over to his 
son, Sidney. 

Mr. Mason’s wife refused to sign 
the agreement and waive her dower 
rights on the land. Mr. Mason then 
relied on a clause in the sales agree- 
ment to void the sale. The clause said 
that the sale would be voided by any 
challenge to the title for the land. 


(Continued on page 22) 








Better Than A 
Thousand Books 


Top-flight speakers borrowed from 
the hierarchy of Canadian and Ameri- 
can Real estate and other professions 
will address the conference audience. 
Those attending will further their 
education by listening to discussions 
on successful real estate techniques. 
As one astute Realtor put it “What I 
will learn at the conference, I couldn’t 
possibly absorb if I read a thousand 


books!” 


Ex-Mayor Whitton 
To Address Conv. 


Charlotte Whitton, a sterling facet 
of Ottawa’s municipal politics will 
address the Tuesday evening diners at 
the September CAREB Convention. 
At no time, has Miss Whitton ever 
failed to be the engineering spark- 
plug in any contentious matter that 
has come before Ottawa’s town 
fathers. She is a suffrage exponent, 
not by words, but by determined ac- 
tion. Her address will be received 
with complete absorption we can 
assure you. 


EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 
SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 
THE HAMILTON SPECTATOR 


Est. 1846 Hamilton, Ontario 





REGISTER 
NOW 


AVOID DISAPPOINTMENT! 


A popular hotel like the Queen Elizabeth is usually booked to capacity. 
Don't wait til the last minute to reserve your accommodations. Let us 















know by return mail. This way you keep together with your friends, 
and, its easy to enter into the camadarie of all social functions. 


REGISTRATION FEE: 


Brokers, Salesmen and Salesladies $50.00 
$30.00 


. all luncheons 
. top entertainment, 









Wives and Guests 











Registration fee includes — everything: all business sessions . . 
. . final banquet. . 





. all receptions . . . all dinners . 


a la Montreal. 









Make cheque payable to 
CANADIAN ASSOCIATION OF REAL ESTATE BOARDS 





You'll be able to enjoy the 1958 C.A.R.E.B. convention in Montreal more if you 
know that the hotel space you want is all arranged. And the best way to ensure 
that is to register now. Please send both your registration and reservation to 
C.A.R.E.B. Be sure that the form below is filled out completely, not omitting 
the time of your arrival so your room can be ready when you wont it. 


C.A.R.E.B. 15th ANNUAL CONVENTION 
SEPTEMBER 21st, 22nd, 23rd, 24th 
MONTREAL, QUE. 

TO: H. W. FOLLOWS, 

c/o CAREB, 

109 Merton St., 

TORONTO 7, ONT. 
I plan to attend the conference, and enclose my cheque for $ to cover the 


registration fee. It is understood that in the event I am unable to attend, this advance will be 
refunded to me, provided I advise you before September 5th, 1958. 


NAME STATUS ; 

(Broker, Salesman, Guest) 
ADDRESS CITY & PROV. 
I am a member of the Board. 


Hotel accommodation required [ Single [J Double [ Suite 


Arrival date and ‘time Departure date and time 


Below I have indicated exactly how I would like my name to appear on my identification badge: 


MY NAME WIFE’S NAME 








Montreal is truly Canada's most exciting city. Known the world 
over for its savoir vivre it presents a cosmopolitan atmosphere which 
literally infuses the eager visitor. One is caught up and transported 


into the realm of the Bon vivants. 


An American visitor invited the agent of a near East Sultan to 
dinner one night, after a day of business negotiations, While dining 
at Ruby Foo's they exchanged views of Montreal. The American 
said “try as | might, | cannot tie down my feeling for this city. 
I've tried to explain Montreal to my wife and friends but words 
escape me. The feeling is effusive. | can't describe it, but its cer- 


tainly there." 


The Oriental potentate remarked that he too had captured the 
atmosphere. He said ‘There seems to be a mixture of well-bred 
courteous complaisance tossed together with the raw vitality of this 
Canada."" Montreal is mature. Where else would you find inhabi- 
tants who would so completely ignore the young couple who visiting 
Canada for the first time, had their car loaded down with Skiis and 


“MONTREAL? SHE IS TERRIFIQUE!” 




















tobbogans. This during the hottest part of July. Those that did 
notice something unusual looked on them with amused tolerance. 

Or the elderly American spinsters who wouldn't get off the train 
at Union Station because they didn't see any Mounties around and 
they insisted firmly that they needed protection from the Indians; 
‘We just know are somewhere around!" 

CAREB Convention visitors will be able to accept Montreal's 
physical invitation when they arrive for the Conference. There are 
so many things to see, so many to do, so much to absorb, that it 
should be a memorable week. SEE YOU IN MONTREAL SEP- 
TEMBER 20th! 


—_—_~_—~_—_—r ~~ 


POST CONVENTION HOLIDA 


Conventionaires who wish an exciting and different (yet 
reasonable) holiday, can join the carefree gang who are going 
to spend ten days in Bermuda, immediately following the 
convention. Details found on page 20. 





FIRST 


IN A SERIES OF TEN ARTICLES ON 


ADVERTISING 


by W. J. MITCHELL 


Wes Mitchell has had several years experience in advertising, covering 


most phases of the printed media. 


He has been advertising and promotion 


Manager of two Canadian newspapers and, has instructed this subject in night 
School classes. The series of ten articles although covering the entire advertis- 
ing field, will nevertheless be directed to those in the Real Estate profession. 


Advertising has given us the ma- 
terial things we enjoy today. Elias 
Howe, the inventor of the sewing 
machine spent many fruitless years 
trying to exploit his invention. It 
wasn’t until more than a decade had 
passed, and the machine advertised 
extensively, that public acceptance 
was gained. Many inventions did not 
get beyond the pilot model stage, be- 
cause the inventor couldn’t provide a 
market for his product. Advertising 
can therefore claim to be the root of 
the modern age. Advertising created 
demand. Demand created competition. 
Competition developed better quality 
and more diversified goods. 


EARLY HISTORY 

We can trace advertising back into 
the dim reaches of time. We read of 
a man who had inscribed upon tab- 
lets, information about a runaway 
slave. These he had circulated by 
passing caravans. This happened 
about 2,000 B.C. We know also, that 
shop keepers had signs suspended at 
the front of their businesses. A pic- 
ture of a goat, was the sign of a 
dairy. an ass turning a stone 
showed that the merchant was a 
miller. Perfect specimens were un- 
sarthed during the excavation of 
Pompeii Circa A.D. 70. Our modern 
billboard advertising sprung from this 
early beginning. 

In medieval times, only a_ select 
few could read. In order to advertise, 
a merchant hired a professional street 
cryer. This man could easily have 
said, “Come to the sign of the cross- 
bow, in Ewing’s lane, for a mug ’o 
ale . . . full measure!” “A ship load 
of fine goods, now in from the Indies. 
Fabrics and spices galore. Come to 
Cobbler’s wharf today!” 

This was the beginning of broadcast 
advertising. 


TRAGIC BEGINNING 
In the 17th century, newspapers 
were concerned solely with news. 
Although more and more people were 
becoming educated, still 95% of the 
literate were merchants, members of 
the church and other learned men. 
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The terrible London Fire prompted 
a change-about in the newspaper 
policy. In those days, prior to the 
fire, there were no organizations to 
whom destitute people could turn for 
aid and succor. During the fire, 
thousands upon thousands were left 
homeless, with no means of locating 
members of their family. 

The newspapers of the day pub- 
lised long lists of those lost, and 
where they could be located. This 
action brought the value of news- 
papers down to the masses. 

We read of a farmer who had lost 
a cow. The editor must have been 
either broke, or in a benevolent mood, 
for the cow was advertised for in the 
newspaper. This was the first known 
paid, or commercial ad. 


POWER OF ADVERTISING 

Benjamin Franklin while a diplo- 
mat in England, was faced with the 
chore of getting colonists to settle in 
America. He had published on circu- 
lars (which were tacked to notice 
boards, church doors, etc.) and also in 
newspapers, words to these effects: 


“Hear Ye Hear Ye! 
Farmers, Blacksmiths, mongers, 
fisherfolk, domestic help and 

Tradesmen of all manners, are 

urgently required to settle in the 

Americas. Land shall be sold at 

2 Shillings an acre. These lands are 

well-watered and enjoy soil that is 

very fertile. Much able to bear 
all manner of crops. You may en- 
quire of Master Youngman, auth- 
orized landseller, who will give you 
information and audience at the 

Inn ‘Sign of the Bear & Harp’ in 

Cavel’s Row. Saturday Ye 21st 

day of April in the Year of our 

Lord 1725, and thereafter, for a 

fortnight.” 

We do not swear as to the authenti- 
city of these words, but the actual ad 
was similar, and, needless to say, 
attracted many colonists, who, filled 
with a mixture of enthusiasm and 
trepidation, embarked on their future. 


fmt 


WHAT IS ADVERTISING? 


Advertising is any means in which 
you, as a seller, tell your story in such 
a way, that you interest people in 
your goods or services. There are 
literally hundreds of ways in which 
you can do this. Basically, they fall 
into two channels: Printed or broad- 
cast media. In printed advertising 
you appeal to the sight. In broadcast 
advertising you appeal to hearing 
and/or sight (radio & T.V.). 


PRINTED MEDIA 


As printed media controls the bulk 
of all advertising, and, is found in so 
many forms, we will devote the 
majority of our articles to this facet. 

The following are just a portion of 
various printed media advertising: 


NEWSPAPERS 

MAGAZINES — Consumer 

TRADE JOURNALS — house organs, 
etc. 

DIRECT MAIL — pamphlets, etc. 

SALES BROCHURES 

BILL BOARD ADVERTISING 

TRANSPORTATION ADVERTISING 
(Street Cars, Taxis, etc.) 


ADVERTISING SPECIALTIES which 
can be broken down to: pens, 
pencils, wallets, blotters, key cases, 
toys, glassware, etc. 


In future articles we shall discuss; 
How to write ads; mechanics of 
printed advertising; how to reach a 
select market; how to tell your story 
effectively; slogans, copywrites, etc., 
proper media to use, and many other 
helpful hints towards good adver- 
tising. 


Realtors who enjoy the odd game of 
golf should take their wrist watch off 
before playing. The shock of impact 
travels up the shaft to the wrist and 
disturbs the sensitive jewels. This should 
be done regardless of the maker’s claims 
of ‘positively shock-proof’. 


aoa aout 


—- 


. 


— 


Buy a Car 
Win a House! 


Morry Wingold, a Toronto Builder 
has decided not to go through with 
his plans to give away a car for every 
five homes he sold. His original in- 
tention was to take each group of 
five buyers, place their names into a 
hat, and pull out the lucky winner. 
Prize was to be a small foreign car. 


Mr. Wingold claims that he WILL 
pass along the cost of the cars to the 
home buyers. His project is on the 
outskirts of Brampton, 30 miles from 
Toronto. He is offering 200 homes in 
the $13,900 to $14,500 range. 


In a previous project at Malton, 
(near Brampton) Mr. Wingold claims 
that he set an all time high in homes 
sales, when his firm sold 127 homes 
in 48 hours. 


Attitude as 
Important as 
Education 


In our justifiable concern with the 
training of the individual for his pro- 
fession, we are in danger of for- 
getting the importance of the spirit 
with which he takes up his work. 


In appreciation of this, Perry A. 
Nelso, Pocatello, Idaho, realtor and 
past president of the Idaho Real 
Estate Association has made the fol- 
lowing suggestions to his sales staff: 


1) You must literally radiate optim- 
ism. If you cannot be enthusiastic 
about what you are selling, you 
cannot expect the customer to 
react favourably. 


2) You must be sold on real estate 
as an investment, and home owner- 
ship as one of life’s most desirable 
achievements. 


3) To sell, you have to believe in 
your organization. If the time 
ever comes when you cannot take 
pride in who or what you work 
for, you are foolish to remain. 


4) Complaining about business is con- 
tagious: it can easily affect your 
ability to produce and that of 
those about you. 


5) Remember that real estate is a 
wonderful business. Nothing takes 
you closer to the heart beat of this 
great country. 
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SALES 
PERSISTANCE 


John F. Anderson, a Cleveland 
Heights, Ohio Realtor recently proved 
that persistance and, the ‘thinking 
Cap’ pays off. 

He quotes: “We had been showing 
this particular lady—a_ meticulous 
individual — homes for about a year,” 
Mr. Anderson writes. “Often she 
would refuse even to enter a _ resi- 
dence on the grounds that it did not 
appeal to her from the outside. 

“One day we listed a home that had 
everything she specified on the inside, 
but on the outside was definitely not 
of the architectural style she wanted. 
The price was within her ‘range.’ 


“My salesmen repeatedly had re- 
ported unsuccessful attempts to get 
this client out of their cars unless 
she was completely sold on the out- 
side appearance of a home. Not one 
of them wanted to show her this resi- 
dence, and when I offered to make the 
attempt, they laughingly agreed that 
I should take over. 

“T called the lady and asked for an 
appointment. At first she insisted that 
I give her the address of the home, so 
she could ‘drive by first and see if it 
had any appeal.’ I told her the owner 
of this home did not want us to give 
out the address, and the only way we 
could show it was to take her there 
with a definite appointment (true). 


“When I drove her up in front of 
the home, her reaction was exactly 
that anticipated by my salesmen. In- 
dignantly she asked, ‘Why are you 
wasting my time? You know I don’t 
like English architecture. Drive on!’ 

“T could practically hear my sales- 
men laughing up their sleeves. 


“However, having anticipated this 
situation, I was prepared. I had de- 
cided to appeal to her sense of fair 
play. ‘I’m going to ask you a favor, 
Mrs. Jones,’ I said quickly before she 
could heap any more coals on the fire. 
‘This owner has gone to a lot of 
trouble to prepare for this showing, 
and we have a definite appointment. 
If I disappoint the owner, our firm 
will be in the doghouse with him. 
Won’t you just go through the home 
with me quickly? It will take only a 
few minutes.’ 

“You can probably guess the rest 
of the story. She agreed to go in, 
spent a couple of hours there, fell 
completely in love with the interior, 
forgot the exterior, and signed a con- 
tract for the full purchase price. And 
she’s still living there.” 


eal Humour 


WHO WANTS AN OLD POLE? 


Geophysicists claim that one third of 
the earth’s surface will be inundated 
within a thousand years. Water from 
melting ice of both poles, will raise the 
ocean level 200 feet. 


Out in Vancouver we can imagine 
land speculators buying up the tops of 
Grouse, Seymour and, Hollyburn Moun- 
tains. 


These classified ads would be the 
vogue: 


“PRIVATE SALE: 1,000’ ocean 
frontage on Grouse. Good, sheltered 
wharfage. Ideal for shipping firm, 
sacrifice $125,000. Phone Pacific 
9-000.’ 


“FOR SALE: 5 acres top Seymour, 
good anchorage, close to all Marinas, 
good view of little mountain; exclu- 
sive area. Close to boat schools, etc. 
Owner has other interests. Snap for 
quick sale... .’’ 


Anyone for water tennis? 


NOW YOU KNOW 


A motorist received a bill of $5 for 
work done on his car. After he left the 
car still misbehaved. As he drove by a 
small garage, something prompted him 
to turn in. An old chap came out, 
listened to the motorist, lifted up the 
hood, reached in with a screw driver, 
turned something, then said ‘Try ‘er 


ut 


now. 


The motorist started the car which 
worked perfectly. 


He said ‘How much?” 
The old man said ‘’$5 please.’’ 


The motorist exclaimed ‘’Good gosh, 
that job only took you a minute, where- 
as the last garage | took it to, spent two 
whole hours on it. All you did was turn 
a screw.”’ 


The mechanic said quietly ‘| know 
son . . . but its all in knowing what 


au 


screw to turn’. 


PLEASE MAKE UP MY MIND! 


A harried motorist, while driving in 
Montreal one day, received a constant 
barrage of conflicting directions from 
both his wife and mother-in-law. He 
took it as long as he could, then finally 
shouted over his shoulder ‘‘Who’s driv- 
ing this car . . . you or your mother?” 
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APPRAISAL SECTION 


Edited By: 


PROFESSIONAL APPRAISING 
MAKES THE DIFFERENCE 


by D. G. EDMOND, A.A.C.I. 
Vice-President, Appraisal Institute of Canada 


As stated by Mr. Don Koyl, F.RI., in 
the June issue, “It’s a complex business 
but remember this; there’s always room 
at the top.” 


The real estate field is the most respon- 
sible vocation in Canada because millions 
of citizens are depending on real estate 
salesmen for guidance in purchasing usually 
the largest single investment of their lives. 
In considering this statement it must be 
remembered that sucessful real estate men 
are men who offer the accepted selling 
practices of being courteous, dressing well, 
making all appointments, being on time, 
knowing the facts about subject property 
and also explaining the unexpected details 
pertaining to legal costs, taxes, insurance, 
commission and comparison details on cost 
of construction, market data and income 
potential with estimated expense data in 
detail. 

The real 


through experience, build up his “know 


estate man can generally, 
how” enabling him to qualify as a sales- 
man. However, it is a terrific advantage 
for any real estate man to become a pro- 
fessional appraiser. When dealing with in- 
come properties it is most essential to be in 
a position to properly appraise subject prop- 
erty in a professional manner which will not 
only satisfy the client but offer him a com- 
plete story on the real property in the 
market. 


KNOWLEDGE IMPORTANT 

Nothing kills a sale more than a salesman 
who doesn’t know what he is talking about. 
Take an income property for example. It is 
essential to know how to analyze the market 
and come up with a proper gross income 
comparable with similar properties in simi- 
lar locations. To do this there is only one 
way and that is to know the technique in- 
volved and working hard with actual facts 
to prove the conclusion. Next the expenses 
have to be analyzed. Knowing the proper 
approach and technique is again the starting 
point. What does the man in the market 
allow for caretaking, electricity, water, 
equipment, decorating, insurance, wages, 
management, repairs and maintenance and 
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miscellaneous. To come up with a conclu- 
sive and complete report requires the skill 
of a competent professional appraiser. Even 
after this prerequisite, the work involved is 
tedious and involves a considerable amount 
of time. Wouldn’t you like to know the 
approaches to value the techniques used by 
experts in all parts of Canada and most of 
all become a professional appraiser. This 
asset will develop a class of real estate sales- 
man who can’t help but succeed. 


MONTREAL CONFERENCE 

On September 20th, 1958 one day prior 
to the C.A.R.E.B. Annual Conference in 
Montreal, the Appraisal Institute of Canada 
is offering you a chance to hear exactly 
what benefits can be obtained by appraisal 
education and eventual accreditation. A 
more complete program of this Regional 
Conference is printed on the opposite page. 

The Appraisal Institute of Canada 
entered into an affiliation agreement with 
the Canadian Association of Real Estate 
Boards on April Ist, 1958 and one of the 
terms of Affiliation is as follows: 


The Appraisal Institute of Canada (here- 
inafter referred to as the A.I.C.) hereby 
undertakes to make available its educational 
facilities to members of the Canadian 
Association of Real Estate Boards (herein- 
after referred to as CAREB) as follows: 

(a) By providing appraisal courses at 

Universities across Canada wherever in 
their opinion it is possible to do so. 

(b) By co-operating with CAREB in 
the organization of lecture courses on the 
subject of appraisal wherever and when- 

ever possible with a view to eliminating 
the duplication of appraisal education 
courses as between the two organizations. 

(c) By employing an Executive Direc- 
tor to direct the educational facilities of 
the A.I.C. 

To offer you a quick glance at what 
the Appraisal Institute of Canada 
stands for, you will find the objects of 
the Institute re-stated below. 

1. To establish, promote and advance 


the profession of Appraisal and valuation 


THE APPRAISAL INSTITUTE OF CANADA 


of property of all kinds and in particular 
buildings, works, lands, plants, equipment, 
developments, houschold equipment and 
general merchandise. 

2. To raise and approve the status of 
and safeguard the interest of the profes- 
sion of Appraisal and Valuation. 

3. To secure conditions which would 
make possible the best professional service. 

t. To create, stimulate and increase 
public interest in the matters of Appraisal 
and valuation. 

5. To co-operate with any organization 
having similar or like aims and objects. 

6. To take any lawful means which the 
institute deems necessary or advisable to 
give effect to any policy adopted by it 
with respect to any questions directly or 
indirectly affecting the profession of the 
Appraiser and Valuator. 


PLAN TO ATTEND 
Your presence at our Regional Confer- 
ence will give you an opportunity to hear a 
complete discussion of the general session on 
appraisal education and professional organi- 
zation, have a complete explanation of what 
the Appraisal Institute can do for you by 
our President, Mr. J. A. MacDonald, and 
also attend an interesting talk by Mr. Ray- 
mond Beriault of Candiac Development 
Corporation on “Effect of the St. Lawrence 
Seaway on Land Values.” Plan to attend 
this important meeting to learn of the right 

approach to professional appraising. 


(See next page for Program details) 


The Ten Per Cent 


We pose a question brokers might 
ask their sales staffs: “Are you 
among the ten per cent?” 

The question becomes significant in 
light of a report published recently in 
the Portland Realtor. The publication 
quotes statistics released by the 
National Sales Executive Club: 

@ 80% of all sales are made after the 
fifth call 

@ 48% of salesmen call once and give 
up 

@ 25% call twice and quit 

@ 12% make three calls and stop 

@ 10% keep on calling. 

These 10% make 80% of the sales. 

Products change, salesmen come 
and go, sales methods are periodically 
revised. The keynote to successful 
selling remains: PERSISTENCY. 


THE APPRAISAL INSTITUTE 
OF CANADA 


REGIONAL CONFERENCE 
MONTREAL 


SATURDAY, SEPTEMBER 20, 1958 
at the 
SHERATON-MONT ROYAL HOTEL 


Registration—$8.00 (includes luncheon) 


PROGRAM 
A.M. 
8.30- 9.00 Registration — Entrance to 
Champlain Room. 


9.15-11.45 General session on A.I.C. 
Education and Professional 
organization. 


Luncheon 

12.00-2.00 Guest speaker — Mr. J. A. 
MacDonald, President, Ap- 
praisal Institute of Canada. 
Topic: 

P.M. 

2.00-3.45 Mr. Raymond J. Bériault, 
Executive Assistant to the 
President and Director of 
Public Relations and Sales 
at “‘Candiac Development 
Corporation’’. 
Topic: ‘Effect of the St. 
Lawrence Seaway on Land 
Values”’. 


3.45-5.00 Reception. 


HOW TO 
Obtain Further Information 
Write to: 
Mr. W. R. de Gruchy, A.A.C.I., 
Chairman, Regional Conference Com- 
mittee, 35 McGill St., Montreal, Que. 
Phone: (Bus.) — BE. 3771, Local 245 
(Res.) — PO. 8-4526 
or: 
Mr. W. N. Mulock, Executive Director, 
Appraisal Institute of Canada, 
307 Childs Building, 
211 Portage Avenue, 
Winnipeg 2, Manitoba. 


Register — BEFORE SEPTEMBER 8th, 
1958. 


For Conference and Hotel Accommoda- 
tion. Send registrations to: 
Mr. Louis Voisard, 
7312 Sherbrooke St., West, 
Montreal, Quebec. 
Phone: (Bus.)—UN. 1-7311, 
Local 732 
(Res.)—HU. 9-3779 


Amendments to the By-Laws 
Of The Canadian Association 
Of Real Estate Boards 


In accordance with section sixty (60) of 
the Constitution of C.A.R.E.B., members 
are hereby notified of the proposed amend- 
ments which will be brought before the 
delegates at the Annual meeting in Mont- 
real on Wednesday September 24th. 1958. 


AMENDMENT No. 1 

That the executive of the Canadian 
Association of Real Estate Boards appoint 
a BOARD OF TRUSTEES annually to 
accept and administer all funds for the 
bursary of the Canadian Institute of 
Realtors; to report the financial standing 
of the fund annually to the Executive of 
C.A.R.E.B., and to arrange for an annual 
audit of the fund. 


AMENDMENT No. 2 
Section 2— Active Member Board — 

Item I 
Present reading: 

The applicant Local Real Estate Board 
shall agree in writing, in form satisfactory 
to the Board of Directors to adopt and 
abide by the Charter and By-Laws of the 
Corporation, and te enforce the Code of 
Ethics of the Corporation: 


TO BE AMENDED TO READ 
AS FOLLOWS: 

“The applicant Local Real Estate Board 
shall agree in writing, in a form satis- 
factory to the Board of Directors, to 
adhere to the principles of C.A.R.E.B. as 
set forth in the Charter and By-Laws of 
the Corporation, to abide by the Charter 
and By-Laws of the Corporation in re- 
spect to all matters pertaining to the 
operation and the government of the 
Corporation, and to enforce a Code of 
Ethics not less stringent than the Code 
of Ethics as adopted from time to time 
by the Corporation; and that existing 
By-Law Item No. 1 —Section 2 be 
repealed.” 


AMENDMENT No. 3 
Section 2— Active Regional Association. 
Present reading: 

ACTIVE REGIONAL ASSOCIATION: 


Any provincial association or any region 
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HARRY LePAGE TROPHY 


Several Boards have indicated that they are not going to let Peterborough take 
home the Harry LePage Trophy at the conclusion of the CAREB Convention 
in Montreal this September. Mr. LePage of Harry LePage & Sons, a Toronto 
Realtor firm, is awarding the trophy annually to the Board which has the biggest 
attendance at the Annual CAREB conferences. The Peterborough Board won the 
trophy in 1957 at Vancouver. Contest is open to all Boards with exception of the 


Host Board. 
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containing more than ten (10) individual 
active members. 


There shall be the 


Regional Associations: 


following Active 


1. Province of British Columbia. 
2. Province of Alberta. 

3. Province of Saskatchewan. 
4. Province of Manitoba. 

5. Province of Ontario. 

6. Province of Quebec. 


7. Provinces of Nova Scotia and 

Newfoundland. 

8. Provinces of New Brunswick and Prince 
Edward Island. 

All active Regional Associations shall 
agree in writing in form satisfactory to the 
Board of Directors to adopt and abide by 
the Charter and By-Laws of the Corpora- 


tion and enforce the code of ethics of the 
Corporation. 


TO BE AMENDED AS FOLLOWS: 
ACTIVE REGIONAL ASSOCIATION: 
Any provincial association or any region 
containing more than ten (10) individual 
active members. 
There shall be the following Active 
Regional Associations: 
Province of British Columbia. 
Province of Alberta. 
Province of Saskatchewan. 
Province of Manitoba. 
Province of Ontario. 


Province of Quebec. 
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Provinces of Nova Scotia and 
Newfoundland. 


8. Provinces of New Brunswick and Prince 
Edward Island. 


“The applicant Active Regional Association shall 
agree in writing in a form satisfactory to the 
Board of Directors to adhere to all the principles 
of C.A.R.E.B. as set forth in the Charter and 
By-Laws of the Corporation, to abide by the 
Charter and By-Laws of the Corporation in re- 
spect to all matters pertaining to the operation 
and the government of the Corporation, and to 
enforce a Code of Ethics not less stringent than 
the Code of Ethics as adopted from time to time 
by the Corporation; and that existing By-Law be 
repealed.” 


W. Clarence Mahon, 
Chairman. 









EXPERIENCED SALESMAN 
WANTED AS SPECIALIST 
For Motels, Hotels, Businesses. 


G. CLARFIELD, BROKER 
1 Delisle Ave., Suite 8 


Toronto 7, Ont. WA, 5-1351 
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CO-OP SOARS 


Canadian Co-op listing services are gaining more and 
more impact on the buying and selling market. The chart 
opposite unfortunately, is not conclusive. We might, con- 
servatively add $1,000,000 more to the total monthly sales, 
jdue to the fact that some Boards did not send in their 
statistic sheets. This trend is encouraging to say the least. 
It shows two important factors. First, that the public is 
being educated to use the co-op service. Secondly: it speaks 
well for the apparent liaison between board members. At 
one time, it was apparent that Brokers were only co- 
operating on those listings that were stubborn (difficult 
to sell). Now we find that more and more listing salesmen 
are suggesting the use of co-op service, without regard to 
this factor. 


London Near Eclipsing 
1957 Total Figures 


The London Board reports that co-op sales have reached 
a total of over $6,000,000 for the first six months of this 
year, as compared to $8,300,000 for the entire 1957 period. 
Figures also show that 75% 
through co-op listings. 

The Board has been operating its own Multilith machine 
for the past four months and members have remarked that 
their pictures are among the finest produced by any Multi- 
lith machine. They are presently in the process of chang- 
ing their Co-Op listing agreement descriptions to coincide 
with the descriptions on the reverse of the pictures and 
feel this will help uniformity. 


of all property sold was 


TORONTO 

General Manager Al Treleaven re- 
ports that the Toronto Board now has 
a total membership of 2,702. With 


WINNIPEG 





Co-op sales in 
month of June were over $2,000,000, 


Phil Seagrove, better known as "Mr. 
Co-op", with the comparative review of 
co-op operations across the Dominion. 





millions 
of dollers 


CO-OP SALES GRAPH 
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Winnipeg for the The above board are holding a 
weekly “Co-op Sales Clinic”. The 





this increase a new Addressograph- 
multigraph collator has been installed. 
This remarkable machine sorts list- 
ings into sets, automatically. 

T.R.E.B. has also increased their 
ad budget $4,000 bringing the total to 
$55,000 for this year. Toronto Board 
intends to install a booth at the 1958 
C.N.E. at Toronto, with another 
slated at the N.A.R.E.B. Convention 
in San Francisco this fall, where a 
30 man delegation will represent 
Toronto. As Toronto will be the 
scene of the 1959 N.A.R.E.B. Conven- 
tion, it is hoped that a larger group 
of T.R.E.B. members will attend the 
San Francisco conference. 


SASKATOON 

Mr. Wm. King, newly appointed 
secretary of the Saskatchewan Real 
Estate Board reports that June was 
an all time high for the Saskatoon 
Co-op. With the exception of a few 
localities, most areas across Canada 
are showing encouraging increases. 
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with a percentage of sales to listings 
of 58.3%. This figure is indicative of 
the healthy market for homes that 
exists in the Greater Winnipeg area. 
It also shows that the Public and 
Realtors are recognizing more and 
more, the value of 
operatively. 


listing co- 


KITCHENER-WATERLOO 

The Kitchener-Waterloo Board has 
been conducting a contest to increase 
co-op listing Winner of the 
bonus prize for top saiesman during 
June was Chris Bettendorf of Wiebe 
& Bacher Co. Ltd. He took home $50. 
for his fine efforts. 


sales. 


GUELPH DISTRICT 


A July report from the Guelph 
Board stated that they intended to 
start a photo co-op listing service. 
We have no word as to its success, but 
can assure them their move was in 
the right direction. Congratulations! 


meeting which is held each Wednes- 
day usually lasts about one hour, dur- 
ing which co-op listing problems are 
discussed. 


VANCOUVER 


Sales of homes and _ properties 
through the Multiple Listing Service 
of the Vancouver Real Estate Board 
continued to exceed those of last year 
during the first half of 1958, accord- 
ing to June sales figures released by 
the Board. 


Two hundred seventy-two proper- 
ties were sold in June this year at a 
value of $3,176,027, a slight drop from 
the record set in June 1957 of 
$3,326,748. So far this year 1,720 
properties have been sold. 


Total sales for the year to date are 
now $20,009,848, up almost $500,000 
over the $19,557,168 worth of proper- 
ties sold in the first six months of 
1957. 


Positions as of 


June 30th, 
1957. «1958 
| | 
2 2 
3 3 
7 4 
5 5 
4 6 
6 7 
9 8 
8 9 
12 10 
il il 
10 12 
16 13 
14 14 
24 15 
19 16 
13 17 
is | 18 
27 | #19 
20 | 20 
is | 21 
20 | 22 
- | 2 
29 24 
25 25 
22 26 
_ 27 
33 28 
26 29 
_ 30 
s | 
34 «| 32 
- | & 
36 | 34 
32. | 35 


Board 


Toronto 


Hamilton  Rihai ais 


Vancouver 
Montreal 

Calgary 

Ottawa 

Winnipeg 

London 

Edmonton 

Victoria 
Kitchener-Waterloo 
New Westminster 
Brantford 
Saskatoon 
Peterborough 
Sarnia-Lambton 
South Peel 
Windsor 
Oakville-Trafalgar 
St. Catharines 
Oshawa and District 
Greater Niagara 
Fort William 
Guelph and District 
Kingston 

Sudbury 

Chatham 

Welland 
Galt-Preston-Hespeler 
Central Alberta. . 
Cornwall 

Barrie 
Lethbridge 
|Nanaimo County 
|Sault Ste. Marie 


| 


Totals 


CAREB Co-Op Statistics for June 1958 


Year to Date 


$ 63,736,627 
23,311,049 
20,009,848 
11,787,552 
11,259,669 
10,029,315 

9,592,439 
6,012,936 
5,983,253 
4,422,762 
4,228,711 
4,202,672 
1,833,076 
1,813,099 
1,115,490 
1,097,032 
1,028,850 
1,024,508 
912,470 
828,905 
762,210 
591,105 
355,500 
327,575 
316,450 
296,600 
270,300 
250,355 
243,200 
229,581 
227,789 
182,400 
160,900 
99,680 


$190,789,755 


99,500 


Gross Co-Op Sales 


June, 1958 


$12,503,032 


4,601,615 
3,176,027 
2,201,916 
1,795,675 
1,804,330 
2,074,030 
1,117,279 
1,164,210 
913,481 
704,656 
643,605 
304,201 
439,064 
230,025 
207,000 
68,100 
175,500 
186,525 
202,870 
106,100 
140,525 
62,600 
40,700 
95,550 
80,650 
93,300 
26,500 
79,500 
24,000 
76,900 
53,050 
66,200 
51,180 
33,800 


$35,243,696 





June, 1957 


$ 8,948,360 
4,590,151 
3,326,748 
1,107,500 
1,795,601 
1,739,180 
1,658,248 

715,175 
835,590 
519,030 
627,250 
578,535 


384,000 
69,500 
154,150 
451,150 
226,294 
136,000 
84,200 
207,550 
129,500 
77,425 
103,400 
95,356 
48,050 
80,250 
25,300 
28,650 


28,800 


$29,101,243 


Year to Date} June, 1958 


11,099 
5,422 
7,003 
1,432 
2,858 
1,935 
2,072 
1,310 
2,401 
1,135 

966 
2,089 
394 
603 
323 
237 
252 
341 
159 
387 
189 
46 
118 
83 
65 
107 
73 
199 
118 
106 
110 
63 
114 
99 
40 


45,668 


Listings 


106 
19 
31 
37 
14 
21 
2! 
18 
31 
35 
23 


™~ 


26 
10 
i 


7,506 











Listings Sold Population 
in 
June, 1957 | Year to Date! June, 1958 | June, 1957 Thousands 
1,299 3,986 | 753 | 567 1,400 
771 1,948 361 363 260 
954 1,720 272 | 307 650 
155 426 || 84 50 1,600 
330 833 141 140 300 
213 638 121 122 220 
3% 897 188 158 390 
199 543 Ht 65 101 
237 553 105 74 284 
148 487 | 101 52 125 
127 383—s«d| 62 58 74 
223 515i 80 69 115 
227 33 70 
98 219° | 50 38 80 
34 102s 21 7 43 
46 98 19 15 15 
64 60 & 25 15 
54 89 17 17 157 
10 50 i 6 13 
32 84 23 8 40 
43 71 8 22 50 
29 4 CO 10 7 75 
15 36 CO 8 7 45 
32.—i«dY| 5 15 
16 23 | 8 7 48 
17 ig | 6 4 55 
24 9 soe 35 
52 34COS 3 7 30 
22 23. CO 8 8 40 
2% 3 15 
8 22 4 3 - 
i 6 | 5 3 19 
4 | 7 32 
- mo | 4 s 
7 mf 3 3 
5,835 14,552 2,650 2,248 
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Annual Bankers 
and Lawyers 
Dinner 


Guests and officials at the Brampton 
Real Estate Board’s annual bankers and 
lawyers night dinner meeting, held re- 
cently, included, left to right: John 
Roberts, regional director of the Ontario 
Real Estate Board; Gordon Hutchison, 
vice-president of the Brampton board; 
Clifford Rogers, guest speaker; A. G. 
Davis, Peel County Crown Attorney; and 
William J. Sansford, president of the 
Brampton Board 


Real Estate 
Boards 


Association of 


Executive Committee: 


F. N. McFarlane, Ottawa, President 
C. W. Rogers, Toronto, Vice-President 


Regional Directors: 


A. Sinnott, London; A. Hawreliak, St 
Catharines; J. Roberts, Port Credit 
F. J. Dawson, Sault Ste. Marie; R. 
Thompson, Peterborough. 


Executive Directors: 


P. H. McKeown, Ottawa; Sam Camp 
bell, Hamilton; P. J. Harvey, Brant- 
ford. 


Past President: 


P. A. Seagrove, Hamilton. 
Secretary-lfreasurer: H. W. Follows. 





ONTARIO INSURANCE PLAN 


To: Members of the 
Association participating 
group hospital plan. 


Ontario 
in the 


In view of the Provincial Govern- 
ment Plan becoming effective January 
1, 1959, it has been necessary for your 
Executive Committee to review with 
the Canada Life Assurance Company 
the present O.A.R.E.B. Group Sick- 
ness and Accident Plan now in force. 


The Ontario Provincial Plan will 
provide public ward accommodation 
and almost unlimited special hospital 
services. This plan is mandatory for 
firms with 15 or more employees. 
Firms with six to 14 employees may 
apply for coverage on a group basis. 
People in firms with less than six 
employees may apply as individuals. 
The rates are the same. 


Total monthly premiums for the 
Provincial plan will be:— 


Single employees $2.10 


Married employees with 
dependents 4.20 


Since the Provincial plan prohibits 
any other plan from providing cover- 
age up to the extent of the Govern- 
ment plan, our present hospital benefit 
must be terminated from December 
31, 1958. 


Your Executive has approved a re- 
vision of our present plan, which will 
provide supplementary coverage over 
and above the Government plan to the 
approximate level of semi-private 
accommodation. This will provide: 


A. $3.00 per day reimbursement for 
room and board for a maximum 
period of 180 days for one period 
of hospitalization. 


B. $60.00 for special drugs and medi- 
cations not provided for by the 
Government plan. 

C. $10.00 for ambulance service. 

D. $30.00 pregnancy benefit. 


E. Graded anaesthetist benefit up to 
a maximum of $35.00. 


The total premium for the above 
will be: 


Single employees $0.44 
Married employees with 


dependents 1.61 


That portion of the O.A.R.E.B. plan 
which deals with other sickness and 
accident benefits, such as_ surgical 
fees, any hospital medical fees, diag- 
nostic fees, etc., will 
changed. 


remain un- 


On the new basis your monthly 
premiums with the Canada Life 
Assurance Company for the Ontario 


Association Plan will be reduced as 
follows: 
With Without 
Dependents Dependents 
For employees up 


to 65 years of age $4.58 $1.30 
For employees 
over 65 years of age 2.66 0.76 


In due course a representative of 
the Canada Life will contact each 
Broker participating in the existing 
plan. Should any further information 
be required in the interim, direct your 
enquiries to Mr. Howard Anderson, 
of the Canada Life Assurance Com- 
pany, 330 University Avenue, Tor- 
onto, Ontario. 

The Executive Committee wish it 
clearly understood that in endorsing 
the amended plan no present partici- 
pating members are under any com- 
pulsion to continue with the plan. 


Inaugural Meeting 


The inaugural meeting of the newly 
formed Lindsay, Kawarthas and Hali- 
burton, Real Estate Boards was held 
in Lindsay middle of June, when the 
following members took office: Presi- 
dent Lloyd Found, Secretary-Trea- 
surer Vern O’Connor, and directors 
William Murchison of Fenelon Falls, 
Don Waterman of Lindsay and Clare 
McInerny of Minden. 


Charter night was held July 15th. 







Vancouver Real Estate Board 
vice-president and education 
committee chairman Charlie 
Brown (second from left) stood 
still long enough for a photo- 
grapher to take this picture of 
him just prior to the first ses- 
sion of the Board's five-day 
seminar at University of Bri- 
tish Columbia. Over 400 real 
estate people from points in 
and around Vancouver atten- 
ded to hear speakers such as 
Prof. Colin C. Gourlay (left), 
Prof. Anthony Scott (center), 
and Dean E. D. MacPhee 
(right), all of U.B.C.'s Faculty 
of Commerce and _ Business 
Administration. 


B.C. HIGHWAYS MINISTER 
ADDRESSES VAN. REALTORS 





Mr. Gaglardi addressed a_ recent 
dinner meeting of the Vancouver Real 
Estate Board. He is the minister of 
Highways for the Province of British 
Columbia. 


About 140 agents and salesmen 
heard Mr. Gaglardi speak on British 
Columbia development. 


“IT see a tremendous future for 
B.C.,” he stated. Speaking of the 
lower mainland he pointed out that 
the entire area could become one of 
the greatest shipping areas in the 
world because it is adjacent to so 
much water, both ocean and_ the 
Fraser River. On the Fraser River, 
he added, there would probably be 
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Association of 


BRITISH COLUMBIA Real Estate 


Boards 


commercial properties all the way up 
to the Mission Bridge. 
men are already promoting property 
in that area. 


Real estate 


“Real estate men have the ability to 
assess value potential,” he noted. 
“Sales of properties mean develop- 
ment. Properties sell because they 
have value. Something created that 
value, he said, and that was primary 
development. Many don’t see the 
potential of what we have,” Mr. Gag- 
lardi said, as he urged the real estate 
men to take more interest in all of 
B.C. 


KOOTENAY OFFICERS 


E. E. Conroy of Cranbrook was 
elected president of the annual meet- 
ing of the Kootenay Real Estate 
Board this week, it was announced 
Friday. The meeting was held in the 
Chamber of Commerce rooms. 


Mr. Conroy succeeds T. D. Roslong 
of Nelson. Other officers are Gaston 
Hertig of Rossland, vice-president; 
Clifford Aikman of Cranbrook, secre- 
tary-treasurer; and H. N. Wiebe, 
Grand Forks; Fred Holmes, Kim- 
berley; M. B. Ryalls, Nelson, and Bud 
Fowlie, Creston, directors. 


Russell Ker of Victoria, regional 
vice-president of the Canadian Associ- 
ation of Real Estate Boards, and 
Maurice Klinkhamer of Cranbrook, 
president of the B.C. Association, 
attended the meeting. 


President: 
M. G. Klinkhamer, Cranbrook. 


Vice-Presidents: 

Mladin G. Zorkin, Nanaimo; Fred Philps, New 
Westminster. 

Past-Presidents: 

Col. H. R. Fullerton, Vancouver. 


Directors: 


George Brown, Harold Chivers, Charlie Brown 
and Fred Urquhart of Vancouver; Laurie Kirk 
and P. D. P. Holmes, Victoria; W. E. Ander- 
son, North Fraser; J. R. Harvey, Quesnel; 
G. F. Brown, Surrey; E. B. Cousins, Kootenay. 





LIFE MEMBERSHIPS 


At a dinner meeting held in May, 
Murray Bosley, President of C.A.R.- 
E.B. installed the 1958-59 Officers of 
the Victoria Real Estate Board. Those 
installed were: 

President: B. Russell Ker, of Ker & 
Stephenson Ltd. 

Immediate Past-President: A. H. 
Reed, of Capital City Realty. 


1st Vice-President: Wm. Bailey, of 
Newstead Realty Ltd. 


2nd Vice-President: Philip D. P. 
Holmes, of Pemberton, Holmes Ltd. 


Directors: L. M. Corke, of Rithet 
Consolidated Ltd.; W. S. Kirkpatrick, 
of Financial Survey Ltd.; F. N. 
Cabeldu, of F. N. Cabeldu Ltd.; L. E. 
Kirk, of Northwestern Securities Ltd. 


For the first time in its history the 
Real Estate Board of Victoria 
awarded Honorary Life Memberships 
to Mr. A. Carmichael, the oldest liv- 
ing Past-President of our Board, and 
one of the original founders when 
the name was “The Victoria Real 
Estate Exchange Ltd.”; to Major H. 
C. Holmes, also a Past-President, who 
not only served the Board so well, but 
has served the City as an alderman 
and on the Zoning Board and other 
civic enterprises; the third member 
to be given an Honorary Life Mem- 
bership was Mr. Hubert Lethaby, who 
for 27 years was the Board’s secre- 
tary. Certificates were appropriately 
presented by Mr. Bosley. 








swnamnnensnnenss COA ST-TO-COAST: 


NAMED FARM BROKER 


J. A. Weber, Edmonton, a _past- 
president of C.A.R.E.B., has _ been 
accepted as a member of the National 
Institute of Farm Brokers, its presi- 
dent, R. A. Capshaw, has announced 
at Chicago. The Institute is a part 
of the National Association of Real 
Estate Boards. 


CENTRAL ALBERTA 
ELECTS SLATE 


The Central Alberta Co-op listing 
Bureau Ltd. reports the following 
elected officers: Eddie Wiseman — 
President; Doug Thorn—JIst Vice 
President; Ben Roth—2nd_ Vice 
President; Frank McKee Director; 
W. Boize re-elected Secretary-Trea- 
surer. 





CAPE BRETON HITS TOP 
ON HOUSING 


“Depression blues” have not dim- 
med the ambition of youthful Nova 
Scotians to build homes for them- 
selves, according to Dr. S. H. Prince, 
Chairman of the Nova Scotia Housing 
Commission who has been in Cape 
Breton for several days. 


He reports “a peak year” for pro- 
jects being processed under the Nova 
Scotia co-operative housing plan. In 
Cape Breton alone he said there are 
a dozen or more new developments 
currently organized and either actu- 
ally framing new houses or planning 
to do so this season. The Housing 
Commission is a provincial govern- 
ment body and functions under the 
Department of Public Works of which 
the Hon. Stephen Pyke is minister. 


Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 


517 Hamilton St., Vancouver, B.C. 
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SASKATCHEWAN BOARD 
OFFICERS ELECTED 


The following Officers were elected 
to head up the Saskatchewan Real 
Estate Association, during the seventh 
Annual Convention held in Regina 
last month. 

Officers are: President, Robert 
Klombies, Saskatoon; first vice-presi- 
dent, Jack Walker, 
vice-president, Doug. Woodley, Saska- 


fegina; second 


toon. 

Directors elected were: Bob Caw- 
sey, Regina; Steve Loshack, Prince 
Albert; Bill Taylor, North Battleford; 
Lloyd Jones, Saskatoon; Gordon Mc- 
Cullum, Regina; Jim Duncan, Moose 
Jaw; Vern Officer, Regina; and Bill 
Johnson, Swift Current. 


HUGE TORONTO 
LAND SALE 


The largest private sale of undevel- 
oped land in Ontario and_ possibly 
Canada was recently completed by 
W. H. Bosley & Co. Toronto Realtors. 
(Mr. Murray Bosley is President of 
C.A.R.E.B.) 

The land, 374 acres, is situated in 
mid-Eastern Toronto and is the last 
large area undeveloped in Metropoli- 
tan Toronto. One other section, quite 
smaller, lies adjacent and just North 
across the Eglinton Expressway, at 
Don Mills Road. 

The land, originally planned for 
development by Robert McClintoch 
had reached the stage of finalization, 
with surveys, relief model, brochures, 
etc. already prepared. 

Toronto Industrial Leaseholds 
(1957) Ltd., an affiliate of Webb & 
Knapp New York, purchased the land 
and intend to follow the plans origin- 
ally slated in the McClintoch develop- 
ment scheme, which will be called 
Flemingdon Park. 


(Continued from page 7) 


HIGHEST MARKS IN EACH 
INDIVIDUAL SUBJECT 
WRITTEN 


Miss D. J. McLean took five firsts 
Law — Economics — Management 
Town Planning 
ANDERTON, L. W 

Economies 
BAILY, B. D.: Appraisal 
LOFTUS, S. B.: Accounting 
PARRETT, A. R.: Brokerage 


- Insurance 


, tied with Miss MeLean in 
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International Officer — Bert Katz, 
past president of the Ottawa Real 
Estate Board, who was elected vice- 
president of the International Real 
Estate Federation at its Congress 
held in Madrid, Spain, June 1-5. Mr. 
Katz, who is an original vice-president 
of the Canadian Association of Real 
Estate Boards, delivered a report to 
the Congress on behalf of the Cana- 
dian Association dealing with the 
financing of construction in Canada. 
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LAST CALL! 


Balmy nights ... golden days await 
you, after a week of cramming real 
estate knowledge. 

Brush off the cares of the day... 
relax and enjoy yourself are others 
are going to. Come with us to... 


Sun Kis't, surf soothed 


BERMUDA 


Beautiful Bermuda welcomes C.A.R. 
E.B. Conventionaires. Abbey Travel Ser- 
vice has arranged a_ “special Post- 
Convention holiday in Bermuda, for ten 
days and nine nights. Here is a delight- 
ful way to see Bermuda, and, at low 
cost too. For an attractive group price 
of $315 per person, you get: 

1) Air transportation from Toronto, 
Ottawa, or Montreal to Bermuda and 
return. (Ottawa and Toronto resi- 
dents can stop over in Montreal.) 

2) All transfers including baggage at 
Bermuda. 

3) Deluxe hotel accommodation at the 
Hotel Bermudiana — double rooms 
— for ten days and nine nights. 

4) Breakfast, afternoon tea, and dinner 
every day. 

5) Sightseeing, 
ment 

6) Gratuities for room maid, bellboys, 
waiters and waitresses. 

Mr. Bert Hazen 

ABBEY TRAVEL SERVICE 
2640 St. Clair East 
Toronto 16, Ontario 
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drinks and_ entertain- 


ADD ‘EDUCATION’ TO YOUR OFFICE LIBRARY 


The following books may be pure 
Street, Toronto 7. Start a compre 


1 


2 


co t 


woos 


13 


14 


15 


16 


17 


EACH 
Real Estate Salesman’s ; 
Handbook $2.50 
Real Estate Advertising 2.50 
Creative Selling 2.50 
Tested Talks for Sales / 
Meeting 2.50 
Real Estate Exchanges 2.50 
Real Estate — It’s : 
Wonderful 2.50 
The Successful Salesman 2.50 
New Business from Old 2.50 
Greater Profits from 
Listings 2.50 
The Practical Prorator 2.50 
Agricultural Finance, 
W. G. Murray 5.00 
The Appraisal Process, 
7.25 


Schmutz 

Appraisal Terminology and 
Handbook, A.I.R.E.A. 

Appraisal of Real Estate, 
A.I.R.E.A. 

Appraisal Reporting Tech- 
nique, A.I.R.E.A. 

Appraising Manual, 
Me Michael 

The Business of Farming, 
Herrell Degraff and Ladd 
Haystead 

Culture of Cities, 
Lewis Mumford 

Efficient Farm Management, 
Chapman 

Estimating Building Costs, 
Dingman 

Farm Management, 
Hudelson 

Farm Management, Black, 
Clawson, Sayre & Wilcox 

Farm Management Hand- 
book, Hall & Martenson 

Farm Records and Accounts, 
Efferson 


6.00 


9.50 


6.00 


6.65 


4.00 


i.f0 


4.50 


5.50 


hased from the Canadian Assoc 
hensive collection today! 


95 


26 


42 


43 


EACH 


Fundamentals of Real Es- 
tate Practise, Atkinson & 
Frailey 

How to Get Profitable List- 
ings Through Advertising, 
C. Woessner 

How to Estimate, Townsend 

How to Make Your Farm 
Pay, Malone 

How to Plan a House, 
Townsend, Dalzell 

How to Operate a Real Es- 
tate Business, McMichael 

How to Value Real Estate 

Managing a Farm, Johnson 

Midwest Farm Handbook, 
Iowa State College Press 

Principles of Real Estate 
Management, Downs 

Questions & Answers About 
Real Estate, Prentice Hall 

Real Estate Law, Kratovil 

Real Estate Subdivisions, 
Me Michael 

Real Estate Office Bookkeep- 


ing simplified, Prentice- 
Hall 
Real Estate Selling Aids, 


Prentice-Hall 

Selling Home Property, 
Geer 

Selling Real Estate, 
McMichael 

Success on the Small Farm, 
Pearson 


Successful Real Estate Ideas, 


Prentice Hall 

Successful Real Estate 
Practice, Urban 

Urban Land Economics, 
Ratcliff 

Valuation of Residential 
Real Estate, May 

Successful Publicity & P.R., 
Prentice-Hall 


9.00 


5.25 


ele 


6.70 


6.00 


6.50 
6.10 
mK OF 
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3.50 





6.70 


9.00 


6.75 


6.95 
5.95 
5.60 
6.75 
6.79 
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6.70 


6.25 
8.00 
6.90 


5.95 


iation of Real Estate Boards, 


48 Helpful Hints 
50 Helpful Hints on Using the Co-ope 


109 Merton 
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“Give me a man whe thirsteth 
for knowledge and — 7 will show 
you a pillar of Soctety.” 


PAMPHLETS, CUTS, ETC. 


for Home Buyers 
49 Helpful Hints for Home Sellers 


51 Construction Pointers 


52 (C.A.R.E.B. Realtor Cuts for 


53 C.A.R.E.B. Realtor Window Stickers 


54 C.A.R.E.B. Realtor 


TOs 
C.A.R.E.B. 
109 Merton 


Toronto 7% 


14 5 £0 
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PERSON TO PERSON 


ELNLALALALLLALLLALLALLLLL VLA LKLLVLLLLLLKLLLLLLVLVLLV GLOVES’ 


Dog House Anyone? 
... In New York recently, a woman 
was found guilty of keeping 46 dogs 
in her house. The neighbors had com- 
plained of much noise and a peculiar 
odour. The magistrate stated that she 
either had to dispose of her pets, or 
sell and move elsewhere. Which brings 
us to this disturbing thought: “How 
does one go about listing a DOG 
HOUSE FOR SALE.... 


Appointment 
... A. P. Austin has been appointed 
Manager of Canadian Industries Ltd., 
Real Estate Dept. He was formerly 
General sales Manager of Paints Div. 
He succeeds Mr. J. F. Armitage who 
is retiring. ... 


Snob Appeal 
... The National Assoc. R. E. Boards 
in the states have found that some of 
the Realtors are advertising their 
homes in French. It’s the latest thing 
in snob appeal.... 


Ultrasonic Welcome Whistles 
. are being used to open garage 
doors by remote control. Sound issu- 
ing is unheard by the human ear. 
Suggest equipment for a _ Realtor 
Salesman’s car, which would roll out 
a carpet, and flash a welcome sign, 
when he approaches the house with a 
prospective customer. ... 


Canuck Families Larger? 

. Sarnia Observer reports that only 

one National Home Design award 

went to a 2-bedroom plan. All others 
were 3-bedrooms or better. ... 


A Plug 
... for Real estate was recently given, 
unwittingly by a Mrs. Kincaid, who 
was a contestant on the American 
Viceroy program, ‘top dollar’. The 
word she spelt was Realtor, which 
was recognized by the moderator as 
being found in Webster’s New World 
Dictionary. Approximately 25,000,000 
heard the explanation. ... 


Supreme Court Appeal 

(Continued from page 9) 
Sidney Freedman then sought a 
court order setting aside part of the 
payment for the land as Mrs. Mason’s 
share. Ontario Supreme Court dis- 
missed the request but the Ontario 
Court of Appeal ruled that the sales 
agreement was binding. The Supreme 
Court of Canada upheld this finding 
by dismissing Mr. Mason’s appeal 
against the appeal court’s judgment. 
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Congestion 
George M. Bailey, president of 
the Chicago Building Manager’s As- 
sociation while addressing a conven- 
tion of same at the Royal York in 
Toronto said “. . . the rush hour con- 
gestion we experience in downtown 
areas is here to stay. Congestion is 
the natural result of trying to get 
everyone together for their own con- 
venience”. Sounds like Hiram McCal- 
lum of the C.N.E. speaking. ... 


Out of Retirement 
. . . Mike Spence, a Lindsay, Ont. re- 
tired accountant, proves that an 
active man won’t stay put. He re- 
cently joined the staff of Ray Lawson, 
a Lindsay Realtor. Mr. Lawson is a 
member of the newly formed Real 
Estate Board in that city. 


Other Brokers might take note, and 
beam their help wanted ads towards 
this type of personnel. ... 


Five Lakes 
. . . five lakes and club facilities are 
offered home and property buyers in 
the new St. Adele project, a 1,200 acre 
development 50 miles from Montreal. 
“Can I have the boat _ tonight, 
ET 6% 


Down with Capitalism! 
. .. The Toronto Telegram reports in 
its June 17th edition that our pal 
Nikita Khrushchev has some of his 
earnings in Toronto Real Estate. It 
is common knowledge claimed a reput- 
able Banker, that the Soviet Premier 
owns bonds in a Swiss-Canadian Syn- 
dicate. “Hey everybody . . . move to 
BOMB-FREE Toronto!”... 


Sigh of Relief 
.. . Real estate brokers from coast-to- 
coast can let out their collective 
breaths. The Government has turned 
hands down, a proposal by the Bell 
Telephone to increase their rates... 


Civic Leader 
Pat King of Pat King Ltd., a 
Dartmouth Realtor, was recently 
elected President of the Dartmouth 
Chamber of Commerce. Mr. King 
is regional Vice-President of the 
C.A.R.E.B. and Vice-President of 
the Halifax-Dartmouth Real Estate 
Board. ... 
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calendar 


15th Annual Conference, Canadian As- 
sociation of Real Estate Boards, Queen 
Elizabeth Hotel, Montreal, P.Q., Sep- 
tember 20-24. 


3rd annual C.!.R. meeting to be held 
Saturday, September 20th, in the 
Queen Elizabeth Hotel, Montreal. 


REGIONAL Conference at the Sheraton- 
Mont Hotel, Montreal, Saturday, Sep- 
tember 20th for the Appraisal Institute 
of Canada. 


Calgary Ontario? 

. while tearing down a building to 
make way for a parking lot adjacent 
to the Calgary Real Estate Board 
offices, a copy of a July 16, 1886 Galt 
(Ontario) Reporter was unearthed, in 
good condition. 

The paper advertised corsets at 50 
cents each. It also advertised Thomas’ 
Eclectric Oil, good for strains, 
sprains, bruises (no doubt used by 
corset wearers). Also good for Ca- 
tarrh, diphtheria, quincy, hoarseness, 
deafness and rheumatism. 

Now why can’t we buy stuff like 
this in 1958? 


Another article inserted by an 
angry citizen read: 
“NOTICE — The party who was 





seen taking my large stone hammer 
from stable on Oak Street, will please 
return it and save further unpleasant- 
ness. All parties found trespassing 
on said property will be prosecuted. 
Daniel Wilson”. ... 
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They've Passed 
Beyond 


The Passing 
‘y ... of a well-known and much 
FH liked Realtor occurred Saturday, 
June 24th, when Geoffrey Spencer, 64, 
prominent Fort William resident died. 
He had been active in many civic 
affairs for a number of years. 


JE] Joseph T. O’Brien, 62, promi- 
yg nent Chatham Realtor, died 
July 8th. He was a former director of 
O.A.R.E.B. and past president of the 
Chatham Board. He was active in 
community affairs and will be missed 
by all those who enjoyed his friend- 
ship. 
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FOR SUMMER 
PROPERTIES 
@ MUSKOKA, ONT. 
Francis J. Day, 
Port Carling - Phone 84. 


REAL ESTATE 
DIRECTORY 


FOR PROPERTY 
MANAGEMENT 


@ HALIFAX, N.S. 
Roy Limited, 
Roy Building. 





GENERAL 
REAL ESTATE 


e@ CORNWALL, ONT. 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 


NANAIMO, B.C. 

“On the blue Pacific” 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 


SUMMERSIDE, P.E.I. 
“Summerside Realties” 
Box 298, Summerside, P.E.I. 


BARRIE, ONT. 

Charles A. Rogers Realtor, 
Sterling Trusts Building, 
PArkway 6-6387. 


@ OTTAWA, ONT. 


P. Hubert McKeown, 
McKeown Realties Ltd., 


169 Somerset St. W., (CE. 2-4806). 


VANCOUVER, B.C. 
Len Korsch Realty Ltd., 
2331 Granville St. 


FORT WILLIAM, ONT. 
Willport Realty Limited, 
Fort William - Port Arthur. 


FOR REAL ESTATE 
SALE 


@ BRANDON, MAN. 


Hughes & Co. Ltd., 

125 - 10th Street. 

CALGARY, ALTA. 
Burn-Weber Agencies, 

218 Seventh Ave. W. 
EDMONTON, ALTA. 

Spencer & Grierson Ltd., 
10517 Jasper Avenue. 
NIAGARA FALLS, ONT. 
David D. McMillan, Limited, 
1916 Main Street. 

OTTAWA, ONT. 

Charles A. Brownlee Limited, 
63 Sparks St.—CEntral 2-4203. 
PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 

QUEBEC, QUE. 


Ross Brothers & Company Limited, 


P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 

WINDSOR, ONT. 

Alex E. Hoffman, 

930 London St. West. 
CALGARY, ONT. 

Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 
EDMONTON, ALTA. 

Weber Bros. Agencies Ltd., 
10013 -101A Ave. 

OTTAWA, ONT. 

C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6-7101. 


@ CALGARY, ALTA. 
Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 


@ EDMONTON, ALTA. 

Melton Real Estate Ltd., 

10154 - 108rd Street., Phone 47221 
@ EDMONTON, ALTA. 

Don Reid Real Estate Co., 

11563 Jasper Avenue. 


@ FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
121 May Street. 


@ HALIFAX, N.S. 
Roy Limited, 
Roy Building. 
@ REGINA, SASK. 
W. Clarence Mahon, 
350 Western Trust Bldg. 


@ WINDSOR, ONT. 
Alex E. Hoffman, 
930 London St. West. 


@ EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013 -101A Ave. 


FOR IDEAL 


STORE LOCATIONS 


@ FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
121 May Street. 


FOR APPRAISALS 


@ CALGARY, ALTA. 
Ivan C. Robison & Company, 
703-5 Street West, 
Phone AMherst 63475. 


@ EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013 - 101A Avenue. 


@ TORONTO, ONT. 


Chambers & Meredith Ltd., 
24 King Street West. 


@ ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 


Dominion Building, MUtual 4-2324. 


e OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6-7101. 





@ VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 
@ WINDSOR, ONT. 
U. G. Reaume Ltd., 
176 London St. W., 
802 Canada Trust Bldg. 
@ CALGARY, ALTA. 


a Trust Company, 
27 Eighth Avenue W. 


LS 


Rates for Professional Listings 


For six insertions .. : $50.00 
For twelve insertions .... $80.00 


WESTERN CANADIAN 
APPRAISALS 
Arthur E. Jellis, M.A.I. 


ACCREDITED MEMBER: 


American Institute R.E.A. and 
Appraisal Institute of Canada 


MELTON REAL ESTATE LTD. 


Head Office, Edmonton, 10154- 103rd St. 
Phone 47221 


Calgary, 534 - 8th Avenue West 
Phone AMbhurst 6-8671 


Vancouver, 2396 E. Broadway 
Phone HAstings 9410 


Rates for Advertising 
in the Real Estate 


Directory: Per 

Issue 

2 lines — 12 issues $3.00 
2 lines — 6 issues $3.50 
2 lines — less than 6 issues $4.00 


Additional lines 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 


HANKS & IRWIN 
ARCHITECTS 
2848 Bloor St. W., Toronto 
RO. 6-4155 


FOR THE BEST INFORMATION 
ON B.C. REAL ESTATE 


Office buildings, industrial and revenue pro- 
perties, homes, building lots and sub-division 
developments. 
rite, wire or phone 
BOULTBEE SWEET & CO. LTD. 
555 Howe St., Vancouver, B.C. MU. 1-7221 








IS 
VALUABLE 


ut...Time Is Also Fleeting! 


Most Realtors find their schedules pretty crowded these days. So crowded in tact 
that they hesitate to plan for something that takes them out of town. BUT, as 
important as the busy day-by-day calendar is, you might be able to rearrange your 


schedule to spend a week in Montreal 


It will be well worth your while. How can you help but learn techniques that wil 
enable you to plan a more successful future, when some of the top executives i 


Canada will be at Montreal to reveal them to you 


Your CAREB Program is jam packed full’ of interesting, and educational addresses 
The Round Table Panels will bring to light techniques that have made plenty ot 
money for other Realtors. Probably more important than money 1s the wealth of 


knowledge that you can store up for future reference 


Register now, wont you 


rther your ambitions by attending th 


MONTREAL C.A.R.E.B. CONVENTION 


September 21st to September 24th 


(see page 10 inside magazine) 


* SEE YOU IN MONTREAL SEPTEMBER 2Ist *? 





i at bee we 





